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	BUSINESS DESCRIPTION / MARKET OPPORTUNITY
The business world has been changing as customers are being aware of their choices especially when it comes to health. Post-Covid people have been paying more attention to their health and trying to find some substitutes for their daily needs. The start-up “Soft Quaff” is going to be the ultimate soft drink company for customers who want to have healthier soft drinks without compromising the taste. The organisation’s main motto is to serve the best soft drinks possible. It will take care of customer satisfaction and will provide a lot of variety to the customer so they can choose their preferred drinks as per their taste buds (Idris et al.,2019). Technological advancement will help the company to become popular in no time.
Soft Quaff is going to be an organisation which will serve its customers different types of fruit juice with fewer preservatives and higher shelf-life. Aerated drinks will also be there in the product list of the organisation. The organisation will target customers of all ages and that is why it will fix its price keeping the fact in mind. The organisation will mainly focus on the online marketplace to spread to as many places as it can within a shorter period (Idris et al.,2019). A complete analysis of new entrants, existing competitors, substitute products, and the bargaining power of customers and suppliers will be provided to determine the position of the organisation. 



	INDUSTRY ANALYSIS
Threat of new entry
The beverage industry is a large-scale industry where the soft drinks group occupy the largest part. Being a non-proprietary product, anyone can make soft drinks. That brings the challenge for the company Soft Quaff. The existing firms have some advantages although the price and performances are already fixed (Gillison et al.,2020). The experience also helps to stay and master this field. Creating a brand name is another important thing to stay and acquire the trust of the target market. Being a very competitive industry, the new entrants need a lot of time to get into the distribution channel. 
Threat of substitutes
The substitutes also can irritate the Soft Quaff. The substitutes can launch products with lower price rates and they do not even have performance limitations. It may affect the sales of the organisation (Alsukait et al.,2020). Although in the case of quality the organisation will be staying ahead of its substitute. Brand name and loyalty will attract its target customers. The organisation just has to make the brand name and gain the trust of the customers to stay in the industry for a long. 
Bargaining power of customers
	Name of competitor
	Differentiation

	Coca-Cola Company
	The price of Coca-Cola Company is higher and the organisation sets different prices for different products in different places. That means it creates discrimination in the case of price (Guo and Wen,2021). It has a huge chain in the offline market. In contrast, Soft Quaff will be going to conduct its business in the online marketplace mainly.  It will also not encourage price discrimination. 

	Dr Pepper

	Dr Pepper carries a diverse product range and it always tries to experiment with its taste. Their diverse tastes and flavours always make them unique. Although they have a lack of control over distribution and technology (Guo and Wen,2021). On the other hand, Soft Quaff is focusing on technology first to serve its target customers. It will also help them to stay in touch with the customers and they also can improve themselves with help of feedback. 

	Red Bull

	Red Bull is another established organisation in the beverage industry specialising in energy drinks. It contains different types of water-soluble vitamins and happens to be healthier (Guo and Wen,2021). But too much consumption of this drink can cause increased heart rate and blood pressure, and diabetes. Soft Quaff is trying to present a healthier version of soft drinks with fruit extracts and fewer preservatives.  


The bargaining power of customers is relatively higher in this industry as there are plenty of options for them. There is no need for instruction to use the product. All the information is provided on the container and so the dependency of the customers is low. This provides the customer’s power to change their mind as per their need (Jaf et al.,2019). On the other hand, soft drinks are hard to duplicate in households and are cheaper in price, the consumers prefer to buy them other than trying to make them at home.
Bargaining power of suppliers
The firm is trying to introduce something new in its product so that it can stand out from the huge number of companies producing the same kinds of soft drinks (Jaf et al.,2019). All the organisations add something different to make their drink presentable and acceptable to the target customers in terms of taste, colour, and packaging. Soft Quaff has an advantage as the bargaining power of the suppliers is comparatively low here. It will not cost much to change suppliers as there are abundant suppliers. 
Competitive Rivalry: who are your main competitors and how can you differentiate yourself from them




	OPERATIONS AND MANAGEMENT TEAM
OPERATIONS
The organisation will make fruit juice and then offer that juice to their customers. The business process of the organisation involved, the selection and preparation of raw materials (fruits), filtration, batch preparation, pasteurisation, filling and bottling and send them to different stores of the country. The organisation will provide several varieties of fruit juice to customers. Therefore, they will have to collect different types of fruits. They will collect it from the Juice Pop suppliers. Juice Pop suppliers are very famous in the country for supplying fresh and good quality fruits, To operate their business in an effective way the organisation needs to have a supply of  fresh fruits, honey and many more. They need the equipment of a peeling machine, juice extracting machine, machine for filtering bottles and filling the juice in the bottles and many more. The organisation will transport its products to different locations in the country by using trucks and trains. The organisation have more than 10 trucks by which they will be able to send their product in different locations. Besides that, the organisation will also deliver its product by train. The organisation will prepare their products at their two production house located in Bermingham, UK. The organisation will provide their products to customers by selling its products online and in supermarkets. They will sell their products via eminent e-commerce giant Amazon and different famous retail stores as well. 
How would you generate revenue for your business? E.g., How would you prevent loss of revenue?
The organisation will generate revenue by selling different flavours of soft drinks to their customers and by providing this they will be able to gain a huge amount of profit from their business operation. The organisation will have insurance that will them to prevent any business loss and they will be able to operate their business properly. 
MANAGEMENT TEAM
	Name 
	Skills
	What do they bring to the firm

	Chief Executive officer
	Good communication skill, problem-solving skills, leadership skills, and Decision-making skills.
	The CEO of the organisation will help to make an appropriate decision and he will be able to manage the team properly. 

	Chief Operating officer
	Strong analytical skill, Managerial skills.
	The operating officer will manage the whole business operation and he will focus on the business process. 

	Chief Financial officer
	Data skill, Accounting skills, problem-solving skills.
	The CFO will manage the finance of the organisation and the officer will prepare the financial report of the organisation. 

	Chief Marketing officer
	Communication skill, Analytical skill, Data analysis skill, Skill of leading in evolving environment
	The CMO will look on the marketing aspect and will focuses on the appropriate marketing of products. 

	Chief Technology officer
	Artificial intelligence, Machine learning, Network architecture, Big data analysis
	The CTO will focus on the technological aspect and will focus on the research and development programme of the organisation. 






	MARKETING: The Four P’s must be used to describe your marketing strategy
Product: Brief description of your product
After the pandemic situation many companies stood back only for their products. Hence the product must be healthy and beneficial for the people to boost their immunity. In this case Soft Quaff has taken a decision to make the products with natural ingredients and the elements having medicinal values. Ginger, turmeric, black pepper, cloves, garlic, cumin and many more components have high medicinal value and ability to restore the energy which other energy drinks are not totally natural and safe  (Niazi et al.,2021). Hence the product should be herbal and try to make it chemical free. Raw fruit juices without any preservation must be used. All kinds of basil leaves with medicinal value should be used with honey and lemon which can be a more effective and attractive drink for people, mostly the children who intake different types of drinks. The packaging systems should be in glass bottles instead of plastic or the plastics with less harm. 
Price: How much would you charge for your product and what is the basis for the price chosen?
The charges at this stage should be nominal as many people can't afford if the price is not reasonable. Hence this is a new company they have to charge minimum and don't try to profit too much at the beginning stage. As it is a growing company the price should be affordable but giving good products is a little bit costlier (Arab,2018). Therefore, the price should be started from 10 penny and up to 1 dollar as per the product value. After COVID 19 the price of raw materials has increased and for this reason everything has come in demand. Price is an important market strategy to capture the UK marketplace. As the products are selling online then there should be some offer to attract the new customers. There is also a delivery charge which must be at considerable rates. 
Promotional Mix: What techniques would be used in promoting your product?
Social media is a great platform to advertise the company. At the official sites the method of preparation can be shown directly to the customers to gain their trust about the product. To promote the product the company can sample the products to the youth, generally students with small packs. By collecting live feedback from them, upload it to many social media platforms like Facebook, Twitter, Instagram, YouTube and many more (Niazi et al.,2021). As online shopping required the ratings and reviews of customers. By using some discounts or offers like free delivery or 20 percent discount on purchase of two bottles of 1lit can attract people. Watch out the strategies and plans made by bigger companies and compete by reaching the products to every home at an affordable price. 
Place (Distribution strategy): How would your product be distributed?
The distribution place shouldn’t far away from the centre of the city to equally distribute the products. As the centre place is mostly the same distance from the rest of the city. The products are distributed directly from the warehouse to the customer to save the middleman cost (Arab,2018). When the carrying cost is less the company can give it at a lower price. For shorter distance order or minimum quantity order Soft Quaff can use bicycles to provide a pollution free environment and also with less delivery charges. For a larger order from a particular area or nearby areas the company can use delivery vans to pick up the total product at a time to save travel cost and time. There are other delivery companies which can be contacted for more deliveries when needed as other companies using these market strategies. 


	FINANCIALS_100_Office
Sources of funds: where would you be getting funds from?
The organisation will take a bank loan of £ 50, 0000 for short time. Besides that, the owner of the organisation will also invest an amount of £ 80,000 in the business operation. Therefore total fund will be £ (80,000 + 50,000) = £ 1, 30,000. This will be capital for the organisation.
Use of funds
	
	Month 1 £
	Month 2 £
	Month 3 £
	Month 4 £
	Month 5 £ 
	Month 6 £

	Revenue (from your operations and marketing section)
	8,000
	8,500
	10,000
	12,000
	14,000
	18,000

	Fixed Costs
(List out your fixed costs)
Rent, Salaries and wages, utility bills, Insurance exp

	3,000
	3,000
	3,000
	3,000
	3,000
	3,000

	Variable Costs
(List out your variable costs)
Electricity expenses, cost of operation, Transportation cost, Miscellaneous expenses


	4,500
	4,300
	4000
	3,500
	4,000
	5,000

	Profit 
	500
	1,200
	3,000
	5,500
	7,000
	10,000
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